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INDEX OF FEATURE ARTICLES IN OFFICE APPLIANCES January through June 1967 





Volume 125, Numbers 1, 2, 3, 4, 5 and 6 


On this and the following pages is listed the special feature material published in OFFICE 
APPLIANCES magazines during the first half of 1967. Articles are classified by subject 


to permit easy and convenient reference. 


| - MANAGEMENT (administration) 





HOW DEALERS ARE USING AUTOMATION. OA survey and seminar spots trends in dealer 
use of up-to-date record-keeping methods. January, 1967, pages 46-50. 


ENDING THE SERVICEMAN SHORTAGE. C. LeRoy (Rocky) Jones explains his six-point 
plan for helping dealers acquire, and retain, servicemen. January, 1967, pages 100-102. 


COMPANY CARS MAKE SALESMEN HAPPY. Office supply-furniture dealer, Eastman, 
Inc., boosts salesmen's morale, builds company prestige and cuts operating costs by 
buying each salesman a car. January, 1967, pages 108-109. 


DON'T PLAN TOO SOON FOR URBAN RENEWAL. Sound advice from a dealer who was 
forced to move. February, 1967, pages 112-114. 


UNITED CHAIR'S EDP TO SPEED DELIVERIES. United Chair Co. uses computer operation 
to expedite the manufacturing and inventory procedures, as well as to get merchandise 
into the hands of dealers in a shorter period of time. March, 1967, pages 124-125. 


BIG LEAGUE IN BARTOW. Located in the middle of Florida in a small town, Till Office 
Equipment handles stiff competition in big city fashion. March, 1967, pages 56-57. 


STORY OF A SMART DEALER OPERATION. Macke-Williamson Co. of Rochester, N.Y. 
moves to new location, introduces automation. Company has grown tenfold in ten years. 
One key to success is well-organized internal operations. April, 1967, pages 40-47. 


PRELUDE TO EDP SWITCHOVER. Hanson-Flotte, Inc., a New Orleans dealer, eliminates 
reams of paperwork in preliminary steps to switchover to electronic data processing. 


April, 1967, pages 48-51. 


WINNIPEG'S WILLSON EXPANDING IN ALL DIRECTIONS. Canadian company now 
in 60,000 square foot building in Winnipeg. April, 1967, pages 110-114. 


ARE SALES COMMISSIONS SACRED? OA's new "Committee of 100" tells how staff 
designers should be paid in relation to furniture salesmen. May, 1967, pages 40-43, 
90-94. 
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| - MANAGEMENT (administration) cont'd 





LEASING CAN BE A BARGAIN. President of United States Leasing Corporation tells how 


leasing can conserve capital for office equipment and supply dealers. May, 1967, pages 
98-102. 


"| CUT MY TEETH ON SUPPLIES," SAYS PEG RADER. Furniture-design segment of 
Rader Office Equipment Co. now is main volume producer, but supplies still account for 
about 40 percent of the firm's sales. June, 1967, pages 55-60. 


Il - SALES & SALES TRAINING 





UNLIKELY PROSPECT TURNS INTO A GOOD CUSTOMER. George Odell of George 
Odell Business Machines Co., Hughesville, Pa., tells how his wife sold an electric 
typewriter to a recent amputee. January, 1967, page 17. 


ON THE JOB WITH AN AUTOMATION SALESMAN. A report on a day in the life of 
a hard-driving automation specialist salesman: George Mesiter of E. W. Curry Co., 
Pittsburgh office products dealer. January, 1967, pages 36-40. 


WHY DON'T DEALERS CALL ON US? Buyers in automated offices see need for dealer- 
type service in supplies, accessory equipment. January, 1967, pages 41-43. 


ENDING THE SERVICEMAN SHORTAGE. C. LeRoy (Rocky) Jones explains his six- 
point plan for helping dealers acquire, and retain, servicemen. January, 1967, 


pages 100-102. 


FOUR STEPS TO SALES. Clyde von Grimmenstein, president of Van Ausdall & Farrar, 
Inc. of Indianapolis, describes the basic requirements for adapting customer counseling 
to the sales field. January, 1967, pages 103-104. 


HE WANTED A CHAIR, BUT TOOK A NEW OFFICE. Salesman relates how he made a 


big sale instead of a small one, by being a good listener first. February, 1967, page 
22. 


NEW WAY TO SELL TO GIANT COMPANIES. New Jersey dealer comes up with a 
program to help his fellow independents capture national account business. February, 
1967, pages 50-70. 


DOLGINS HAS NO TROUBLE SELLING SAFES. Virginia distributor has magic touch 
in selling safes. February, 1967, pages 120-121. 


LOW BIDDERS DON'T ALWAYS WIN. Pittsburgh salesman tells how to submit a 
proposal for a design job. March, 1967, page 28. 


BIG MONEY IN SMALL PLACES. An Illinois dealer salesman taps the office-in-the- 
home market and claims it has vast potential. March, 1967, pages 53-55. 


TEENS LOOM AS BIG EQUIPMENT USERS, The growing market for office machines 
among "persons under 18 years of age" is explored. March, 1967, pages 128-129. 
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Il - SALES & SALES TRAINING - cont'd 





BRITISH DEALER SELLS BY CATALOG. Everything from clips to complete offices are 
offered through catalogs at Liverpool-based English firm. March, 1967, pages 130-132. 


HOW TO SELL DUPLICATING MACHINES. Duplicating machine specialist says, "Show 
a prospect how a duplicating machine can benefit him, and you pave the way towards 
a sale." March, 1967, pages 134-136. 


PRE-SELL LESSON WINS 'A' GRADE, Office furniture salesman says it pays to put as 
much time and effort into a pre-selling job as in actually transacting the sale itself-- 
and proves it with story of $225,000 order. April, 1967, page 21. 


DIRECT SELLING--IS IT THAT UNFAIR? English manufacturer says that if direct sales 
are grabbing too much of the market, it's the result of the average dealers "unwillingness 
to invest in setting up the correct sales organization." April, 1967, pages 122-124. 


AVOID WASTED EFFORT--ASK KEY QUESTION. Don't take a customer for granted, 
says salesman Sidney Younger. May, 1967, page 28. 


FURNITURE SURVEY CHARTS SALES TRENDS. Furniture selling practices and trends 


in the market are revealed by dealers throughout the nation. May, 1967, pages 44-47, 
74-77. 


LET'S SPLIT DESIGN AND SELLING. Charleston, W.Va., firm says office furnishings 
industry must move further in the direction of acting as professional specifiers rather than 
as suppliers of material. May, 1967, pages 48-58. 


RUNNELS MAKES SELLING LOOK EASY. One of "Day in the Life of a Salesman" 
series, follows Washington, D.C. salesman of office furniture. May, 1967, pages 60-64. 


HAVE FUN SELLING FURNITURE. Architects and outside design firms are a prime 
source of business for Pacific Desk Co., Los Angeles firm. May, 1967, pages 68-70. 


SALES TRAIN(ING) ROLLS DOWN THE TRACK. Manufacturer comes up with novel 
idea as base for sales training program. May, 1967, pages 146-147. 


"HASTE MAKES WASTE" IS NO CLICHE IN SALES. Salesman Don Dubin says time is 
priceless to the top salesman; he's got to know if spending it is going to pay off. June, 
1967, page 24. 


WHAT MAKES A CREATIVE SALESMAN? "Committee of 100" members answer a vital 
question in office supply selling which can spell the difference between a highly 
successful supplies business and a so-so operation. June, 1967, pages 42-45. 


"| CUT MY TEETH ON SUPPLIES," SAYS PEG RADER. Furniture-design segment of 
Rader Office Equipment Co. now is main volume producer, but supplies still account 
for about 40 percent of the firm's sales. June, 1967, pages 55-60. 
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Ill - MERCHANDISING 





A. Advertising & Promotion 





IS THERE A PLACE FOR THE DEALER? A discussion of the dealer's role in the automation 


market by executives of companies manufacturing data processing equipment. January, 
1967, pages 44-45. 


DEALERS SET TO MAKE NOPW SIZZLE IN '67. National Office Product Weeks promotion 
nears final gun. January, 1967, pages 51-53. 


DEALER~-MANUFACTURER AD TEST IS SUCCESS. Outdoor advertising survey measures 
effectiveness of three-month, 10-board, campaign known as Operation Pittsburgh. 
January, 1967, page 76. 


AD IN BUSINESS WEEK KICKS OFF NOPW. Four page, color ad insert in the Jan. 28 
issue of Business Week alerts business people to impending National Office Product 
Weeks promotion. February, 1967, page 55. 


HIGHWAY ADVERTISING DRIVES HERR STORY HOME TO MOTORISTS. Billboards are 
top-notch ad medium for Pennsylvanian. February, 1967, pages 116-118. 


BUILDS PROFIT BY THE CARLOAD. Versatile Miller Desk Co. merchandise its way 
to the top of the heap in office furniture. March, 1967, pages 42-47. 


FAST TURNS ON LITTLE MARGINS. Dallas dealer Nelson Greenfield promotes prices 
over radio and through newspaper; he tells customers how to save money. March, 
1967, pages 48-51. 


TEENS LOOM AS BIG EQUIPMENT USERS. The growing market for office machines 
among "persons under 18 years of age" is explored. March, 1967, pages 128-129. 


BRITISH DEALER SELLS BY CATALOG, Everything from clips to complete offices are 
offered through catalogs at Liverpool-based English firm. March, 1967, pages 130-132. 


NOPW SCORES COAST TO COAST. Enthusiastic reports indicate satisfaction with 
results of second annual National Office Product Weeks promotion. April, 1967, 


pages 52-54. 


HUNDREDS WIN IN '67 NOPW. Winners of prizes in 1967 National Office Product 
Weeks promotion are announced. May, 1967, pages 140-144. 


B. Store Layout & Display 





DESIGNED FOR SHOPPING PLEASURE. Layout of Halsey & Griffith's third branch, 
in Lake Park, Fla., is described. January, 1967, page 110. 


DON'T PLAN TOO SOON FOR URBAN RENEWAL. Sound advice from a dealer who 
was forced to move. February, 1967, pages 112-114. 
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Ill - MERCHANDISING - cont'd 





SUPERMARKET IDEA SAVES DEALER'S TIME. Display couriters are numbered at Lou's 
Stationers in Long Beach. February, 1967, page 122. 


STEINKE GROWS STRONG IN HOTBED OF PRICE COMPETITION. An independent 
dealer in Pennsylvania who concentrates on portables tells how he survives in a highly 
competitive market. March, 1967, pages 111-116. 


WINNIPEG'S WILLSON EXPANDING IN ALL DIRECTIONS. Canadian company now 
in 60,000 sq. ft. building in Winnipeg. April, 1967, pages 110-114. 


JACQUIN'S NEW DESIGN CENTER HELPS REVITALIZE PEORIA. Accent is on office 
design, at new location of Jacquin & Co., Peoria, Ill. April, 1967, pages 116-117. 


SHOWPLACE FOR KELLY. Dealer in Salt Lake City, Utah, has a new home, and an 
appropriately new method of treating in-store displays of office furniture. June, 
1967, pages 74-75. 


MERCANTILE IMPROVES SPACE USE 50%. Montgomery, Ala. dealer's modernization 


program replaces every display fixture and shelf in the store. June, 1967, pages 
142-144. 


C, Services 





WHY DON'T DEALERS CALL ON US? Buyers in automated offices see need for dealer- 
type service in supplies, accessory equipment. January, 1967, pages 41-43. 


BIG MONEY IN SMALL PLACES. An Illinois dealer salesman taps the office-in-the- 
home market and claims it has vast potential. March, 1967, pages 53-55. 


IV - MARKET RESEARCH 





IS STRENGTH BEING SAPPED OUT OF SUPPLIES? Survey uncovers problems in the 


supplies market, yet shows that most supply dealers report sales are continuing in 
an upward trend. June, 1967, pages 46-54. 


V - PRODUCT DATA 





TODAY'S HOTTEST NEW PRODUCTS. A round-up on the new products--supplies, 
furniture and machines--which have aroused the greatest interest. February, 1967, 
pages 44-49. 


WI!AT YOU'LL BE SELLING TOMORROW. Manufacturers and industrial designers 
reveal some ideas of what dealers will handle ten or thirty years from now. 


February, 1967, pages 50-54. 


WHAT'S AHEAD IN JAPANESE PRODUCTS? Japanese manufacturers of office products 
and a NOMA offical discuss industry trends and upcoming products. June, 1967, 
pages 94-95. 
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V - PRODUCT DATA - cont'd 





A. Supplies 





IS STRENGTH BEING SAPPED OUT OF SUPPLIES? Survey uncovers problems in the 
supplies market, yet shows that most supply dealers report sales are continuing in an 
upward trend. June, 1967, pages 46-54. 


B. Machines 


TEENS LOOM AS BIG EQUIPMENT USERS. The growing market for office machines 
among "persons under 18 years of age" is explored. March, 1967, pages 128-129. 


HOW TO SELL DUPLICATING MACHINES. Duplicating machine specialist says, 
"Show a prospect how a duplicating machine can benefit him, and you pave the way 
towards a sale."" March, 1967, pages 134-136. 


ROYFAX EYES NUMBER TWO SPOT IN OFFICE COPYING FIELD. Royfax launches 
program to offer monthly income to independent business equipment dealers . . .a 
new sales technique. April, 1967, pages 98-102. 


VOICE OF DISSENT SCORES THE 'NEW AGE' COMPUTER MANIA, Dealer says 


computer and high-speed data processing machines have useful purposes, but are 
being promoted all out of proportion to their value. April, 1967, pages 118-121. 


C. Furniture 





FURNITURE SURVEY CHARTS SALES TRENDS. Furniture selling practices and trends 


in the market are revealed by dealers throughout the nation. May, 1967, pages 
44-47, 74-77. 


Vi - OFFICE DESIGN 





OFFICES REFLECT AND STIMULATE CREATIVITY. Silver's Detroit office designers 
and suppliers, solve the problem of satisfying a group of creative people, each of 
whom already has definite ideas about design and decor. The installation is the 


headquarters of Ron Stone & Co., advertising agency in Huntington Woods, Mich. 
January, 1967, pages 114-115. 


HONEYWELL BUYS A MILE OF PARTITIONS. Honeywell, Inc., Fort Washington, 
Pa. uses partitions to organize offices practically and economically. January, 
1967, pages 118-119. 


SHOP SHELV!NG IN FRONT OFFICE. Music Corp. of America utilizes industrial 
shelving in front offices. March, 1967, pages 138-142. 


JACQUIN'S NEW DESIGN CENTER HELPS REVITALIZE PEORIA. Accent is on 


office design at new location of Jacquin & Co., Peoria, Ill. April, 1967, pages 
116-117. 
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VI - OFFICE DESIGN - cont'd 





LET'S SPLIT DESIGN AND SELLING. Charleston, W. Va., firm says office furnishings 
industry must move further in the direction of acting as professional specifiers rather 
than as suppliers of material. May, 1967, pages 48-58. 


NO MORE WALLS OR HALLS. Landscaping poses design challenge to dealers as a 


new concept in office design now coming into use in northern Europe enters the field. 
June, 1967, pages 62-70. 


Vil - INDUSTRY SHOWS AND MEETINGS 





BIG DOINGS IN BIG D. The program for the NSOEA Spring Convention in Dallas 
is introduced. March, 1967, pages 157-159. 


NSOEA'S BIGGEST SPRING SHOW. Major emphasis is on selling at the NSOEA 
Spring Convention and exhibit in Dallas, Texas, April, 1967, pages 108-109. 


ST. LOUIS SHOW PROVES HIGHLY SUCCESSFUL. Office Products Show sponsored 
by Boise Cascade includes displays by 78 manufacturers. June, 1967, pages 140-141. 


Vill - FOREIGN SHOWS AND MARKETS 





INSIDE JAPAN's GIANT DEALER OPERATIONS. Interviews with executives of two 
leading Japanese dealers show how office product dealers in Japan operate. June, 
1967, pages 82-91. 


THOUSANDS FLOCK TO '67 TOKYO BUSINESS SHOW. More than 10,000 office 
products were exhibited by,some 200 firms at the recent Tokyo Business Show, largest 
since its inception in 1947. June, 1967, pages 92-93. 


WHAT'S AHEAD IN JAPANESE PRODUCTS? Japanese manufacturers of office 


products and a NOMA official discuss industry trends and upcoming products. June, 
1967, pages 94-95. 


JAPANESE NEW PRODUCTS. A few of the new Japanese products which are now 
available to dealers in the U.S. and other countries. June, 1967, pages 96-101. 


IX - MISCELLANEOUS INDUSTRY NEWS 





HOMECOMING IN SALEM FOR THE GILL CO, J. K. Gill Co., based in Portland, 
returns to Salem after 97 years to open a new unit of the operation. January, 1967, 
page 113. 

EASTMAN NAMED DEALER OF THE YEAR. Dean Eastman, president of Eastman, Inc., 
Long Beach, Calif. is named Office Equipment Dealer of the Year for 1966 by Office 
Appliances magazine. February, 1967, pages 56-59. 
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IX - MISCELLANEOUS INDUSTRY NEWS - cont'd 





OA, CARTER'S MARK 60 YEARS TOGETHER. Carter's Ink Co. receives plaque 


honoring company for 60 years of advertising in Office Appliances. March, 1967, 
pages 120-121. 


OFFICE PRODUCTS MAKERS WIN P-O-P AWARDS. Winners of the Point of Purchase 
Advertising Institute's Seventh Annual Merchandising Awards Contest are pictured 
and described. March, 1967, page 160. 


TREMENDOUS RETURN ON $200 INVESTMENT MADE 50 YEARS AGO. Warshaw 
Manufacturing Co. celebrates its 50th anniversary in the stationary and filing supplies 
field. April, 1967, pages 104-105. 


OA ANNOUNCES THE COMMITTEE OF 100. Names of members of OA's new advisory 
committee. June, 1967, pages 40-41. 











OFFICE APPLIANCES Magazine is published by Business Publications International, Inc. 
Editorial Offices: 288 Park Ave., West, Elmhurst, II! . 60126 


(Copies of these articles are available from University Microfilms, Inc., 300N. 
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On this and the following pages is listed the special feature material published in OFFICE 
APPLIANCES magazines during the second half of 1967. Articles are classified by subject 


to permit easy and convenient reference . 


| - MANAGEMENT (administration) 





HOW TO MAKE SERVICE PROFITABLE. Committee of 100 members discuss the service 
end of the dealer's business, and how it can be made to pay. July, 1967, pages 40-44. 


WHY AND HOW TO REDUCE INVENTORY. Product duplication cuts down on profits 
by creating unnecessary inventory costs, says Jack Linsky, chief executive of Swingline. 
He offers guidelines to help overcome the problem. August, 1967, pages 38-39. 


MACHINE DEALERS DISCUSS VITAL CHANGES. The machine dealer's image, pro- 
motional attitude and management ability are some of the points discussed in part two 


of a roundtable discussion with leading southeastern dealers. August, 1967, pages 40-44. 


COMMIT YOURSELVES TO LEADERSHIP. Regional Manager of Western Addo-X, Inc., 


challenges dealers and salesmen to examine their motivations and goals. September, 
1967, pages 162-166. 


SIX SUGGESTIONS TO HELP REACH A STORE'S FULL POTENTIAL. Executive vice- 
president of Steelcraft Manufacturing Co. cites some of the ways a dealer can improve 
business. September, 1967, pages 176-177. 


HOW TO SET UP EFFECTIVE STOCK CONTROL. First of a new series, "The Problem 
Solver" says that stock control starts with purchasing, and lists methods for making 
stock control effective. October, 1967, pages 40-44. 


"ADAPTABLE" IS THE WORD FOR PARRON-=HALL. Parron-Hall Corp. of San Diego 
illustrates the necessity for adaptability and enterprise in a successful dealer operation. 


October, 1967, pages 234-235. 


P & W MOVES 'OUT' AND SALES MOVE UP. A Torrance, California dealer leaves 
the downtown area. October, 1967, pages 240-242. 


DEALERS GET FACTS ON CONTRACT.. The virtues of contract selling are explained. 
October, 1967, pages 284-285. 


INDUSTRY LEADER DEFINES MAJOR PROBLEMS FACING DEALERS. Outgoing president 
of NSOEA, Robert S. Jerue, discusses problems facing office products dealers, and 
possible solutions; defines seven major problem areas. October, 1967, pages 346-353. 
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| - MANAGEMENT (administration) cont'd 





WHERE TO GO TO GET WORKING CAPITAL. The problem-solver offers advice on 
dealer financing plans. November, 1967, pages 34-36. 


UBS SCORES WITH WOMEN AND MOBILE SHOWROOMS. A Dayton, Ohio dealer tells 


how to increase sales force, and make it mobile. November, 1967, pages 50-54. 


FRINGE BENEFITS: OFFER ALL YOU CAN. Management consultant C. Kenneth Sprague 
discusses fringe benefits and their growing significance. He advises a dealer to provide 
as many such "extras" as he can afford. December, 1967, pages 28-30. 


PROBLEMS AND OPPORTUNITIES IN '68. Top dealers across the nation dissect the 


field. They pinpoint sales trends, portray the "state of the industry" and tell what's 
ahead. December, 1967, pages 36-39. 


WHY DEALERS MUST CHANGE THEIR WAYS. Swiftening tides of change urgently re- 


quire new ideas to blast obstacles and attain the future's full promise. December, 1967, 
pages 40-47. 


Il - SALES & SALES TRAINING 





SHE CAME IN TO BUY ONLY A GREETING CARD, A St. Louis "inside" salesman 


builds a customer's apparent interest in office furnishings into a $800 sale. July, 1967, 
page 20. 


WHAT MAKES AN OFFICE MACHINE SALESMAN? Six dealers probe sales problems 
in the office machines field, and discuss the sales management of their office machines 
businesses. July, 1967, pages 36-39. 


ROADSIDE STOPS FOR SUCCESSFUL REGISTER SALES, Salesmen find that service 
stations make excellent prospects for cash registers, according to Allentown, Pa. 
office equipment firm. July, 1967, pages 51-56. 


IF YOU CAN'T TELL THE TRUTH, DON'T TRY TO SELL. Veteran salesman Alvin Frey 
tells of a sales experience in which he lost a customer by being honest, but regained 
the business when the customer realized the truth of the matter. August, 1967, page 20. 


REP HOLDS DEALER SEMINARS. Inviting groups of dealers to his firm for informal 
seminars is a way Sam Riggs has found of reaching more dealers than he could by 
covering the Chicago area on a door-to-door basis. August, 1967, pages 86-87. 


GOING BEYOND CALL OF DUTY. Ten-year veteran Marvin Hudson believes in the 
professional approach to selling, says it is a creative business and knowledge makes 
the salesman the key man in a customer's business. September, 1967, page 26. 


COMMIT YOURSELVES TO LEADERSHIP. Regional Manager of Western Addo-X, Inc. 
challenges dealers and salesmen to examine their motivations and goals. September, 


1967, pages 162-166. 
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Il - SALES & SALES TRAINING - cont'd 





PATIENCE PAYS, EVEN WHEN IT LOOKS LIKE A $1 ORDER. Salesman Fred W. Zeigler 
recalls an experience that proved no one should prejudge a sales situation. October, 
1967, page 26. 


60 YEARS OF SELLING TYPEWRITERS. A salesman who has spent 60 years selling type- 
writers reviews his experience in the field. October, 1967, page 268. 


REFLECTIONS ON THE DEATH OF A PRO. A tribute to William R. Kane, Sr., which 
describes the methods and attitude of a truly first rate traveler in the office supply 
business. October, 1967, pages 270-271. 


KNOW-HOW SELLS MORE PORTABLES. Always a good Christmas gift item, portable 
typewriters can be even better for dealers who clearly understand the market. October, 
1967, pages 274-276. 


SYSTEMS DEALER PULLS CUSTOMER OUT OF 'BOG'. Dealer solves problems of an 
inadequate file system when a customer moves to a new location. October, 1967, 


pages 288-290. 


MAKING CREDIT A STRONG SALES TOOL. A psychologist and sociologist tells how 


to remove the psychological barriers in the way of credit selling. October, 1967, 
pages 292-294. 


A LOT OF SELLING, AND HE'S NOT THROUGH YET. Fred McCord says he's the 
type of salesman who'll take a prospect to see an installation he's finished "so he can 
see for himself a finished job I've done." November, 1967, page 22. 


UBS SCORES WITH WOMEN AND MOBILE SHOWROOMS. A Dayton, Ohio dealer 


tells how to increase sales force, and make it mobile. November, 1967, pages 50-54. 


SYSTEMS SELLING PAYS OFF BIG. A West Virginia dealer finds that direct sales 
concept is best for systems specialists. November, 1967, pages 56-57. 


FOLLOW-UP: KEY SALES TOOL. The salesman's attitude after a sale is made can 
make or break his effort to establish that account as a loyal customer. November, 
1967, page 78. 


SELLING MORE THAN PRODUCTS. Oldest distributor of dictating systems in the 
U.S.sales market says projections for next year are "better than ever." November, 


1967, pages 156-158. 


$2 MILLION IN SALES, AND HE DiDN'T WANT TO GO. Dealer salesman Russ 
Weinberger tells of the experience which convinced him never to prejudge a prospect 


again. His story points up the importance of satisfied customers and referrals. 
December, 1967, page 20. 
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lll - MERCHANDISING 





A. Advertising and Promotion 





MACHINE SELLING: CURRENT STATUS AND TRENDS. Survey of machine dealers shows 
the latest trends, problems and solutions for those problems. July, 1967, pages 45-50. 


WRAP YOUR PRODUCTS IN HOLIDAY SPIRIT. Business gift-giving during the holiday 
season can be profitable for the imaginative dealer. A dozen members of OA's Committee 
of 100 give candid views on gift merchandising. August, 1967, pages 34-37. 


REP HOLDS DEALER SEMINARS. Inviting groups of dealers to his firm for informal seminars 
is a way Sam Riggs has found of reaching more dealers than he could by covering the Chicago 
area on a door-to-door basis. August, 1967, pages 86-87. 


HOW TO PLAN BETTER PROMOTION. Five dealers discuss all aspects of the promotional 


planning job--where to start, how much to spend, where to put your money. September, 
1967, pages 48-53, 80-84. 


WHY PLANNING MAKES A DIFFERENCE. Citing OA's National Office Product Weeks, 
Wes Bucher of Valparaiso Office Supply tells why planning is essential to his success. 
September, 1967, pages 54-57. 


'CO-OP' AD PLANS: BOON OR BUST? Members of OA's Committee of 100 talk about 
the ins and outs of a complicated subject--manufacturers' co-operative advertising 
programs. September, 1967, pages 58-61. 


QUESTIONS & ANSWERS ON DIRECT MAIL. Roundtable group of dealers discusses the 
details of a highly regarded ad medium. September, 1967, pages 86-87. 


AN EXPERT'S VIEW OF CO-OP ADVERTISING. A gritty challenge--larded with how- 


to suggestions--for retail dealers to get on the co-op bandwagon. September, 1767, 
pages 62-63, 88-92. 


DEALER DEVELOPS 27-POUND PAPER CLIP. A Savannah, Ga. dealer has produced the 
world's biggest paper clip as a promotional "gimmick". September, 1967, page 172. 


HOW PROMOTION MOVES MILWAUKEE. A professional team of communication experts 
helps Fisher Furniture Co. of Milwaukee, Wisc. become a business known to the com- 
munity. October, 1967, pages 60-69. 


DRIVING YOUR FIRM NAME HOME, HOME, HOME! Home Office Supply's owner 


admits his promotions are corny, but they teach lessons in effective promotion. October, 
1967, pages 70-72. 


FOND GOODBYE TO LO 3-7171. Philadelphia firm uses a unique ad idea to announce 
a new phone number. October, 1967, page 73. 


MAKE YOUR ADS SAY SOMETHING. Self-taught ad manager Janet Jehn leans toward 
direct mailing in advertising, offers advice to dealers. October, 1967, pages 74-77. 
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II] - MERCHANDISING - cont'd 





NOPW: CATALYST TO PROFITS. National Office Product Weeks proves that the more 
you put into a promotion, the more you get out. October, 1967, pages 78-81. 


'WHAT'S THE BEST KIND OF PROMOTION FOR ME?! Committee of 100 members help 
answer a perennially perplexing question. October, 1967, pages 83-94. 


HOW TO SCORE IN YELLOW PAGE. A basic dealer ad medium often is poorly used. 
October, 1967, pages 96-98 . 


PROFITABLE PROMOTION ALL YEAR LONG. Committee of 100 discusses how to plana 


year-long promotional program, and achieve the goals set. November, 1967, pages 42-45. 


FROM ZERO TO $1.2 MILLION IN 3 YEARS. A St. Louis dealer tells how service and 


imaginative promotion have helped sales zoom. November, 1967, pages 46-49. 
KITS FOR '68 NOPW BEING PREPARED NOW. Record number of office supply and 


equipment dealers are signing up to participate in third annual National Office Product 
Weeks promotion. November, 1967, page 55. 


NOPW SWEEPSTAKES FEATURE HUNDREDS OF PRIZES. Grand prizes in National 
Office Product Weeks promotion are reviewed. December, 1967, pages 64-66. 


B. Store Layout & Display 





SHOW ROOM WITH 'ELEGANT PRESENCE'. The design of a showroom is successful when 
it displays the product so that it becomes an effective sales device, explains designer of 
new Lehigh/Leopold showrooms in New York. August, 1967, pages 90-91. 


CANDLEPOWER--THE DEALER'S SILENT SALESMAN... Lighting manufacturer shows how 


display lighting can be a silent salesman in small retail and service firms. October, 


1967, pages 107-108. 


BRIX LIGHTS THE WAY. Brix, Inc. intrigues customers with new display ideas in its 
newly renovated building in Tulsa, Oklahoma. October, 1967, pages 228-230. 


NEW WAREHOUSE FOR BOISE CASCADE. New warehouse is opened in Milwaukee. 
October, 1967, page 280. 


WALL TO WALL--BOTH DEALERS BENEFIT. Two office supply companies in Wheeling, 
W. Va., "join forces". November, 1967, pages 162-163. 


C. Services 





HOW TO MAKE SERVICE PROFITABLE. Committee of 100 members discuss the service end 
of the dealer's business, and how it can be made to pay. July, 1967, pages 40-44. 


FROM ZERO TO $1.2 MILLION IN 3 YEARS. A St. Louis dealer tells how service and 
imaginative promotion have helped sales zoom. November, 1967, pages 46-49. 
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Ill - MERCHANDISING - cont'd 





WALDNER'S WAY WITH BANKS, ARCHITECTS. Compromise, diplomacy and common 


sense--if agreed to--can create the kind of friendly atmosphere that builds business. 
December, 1967, pages 48-58. 


IV - MARKET RESEARCH 





MACHINE SELLING: CURRENT STATUS AND TRENDS. Survey of machine dealers shows 
the latest trends, problems and solutions for those problems. July, 1967, pages 45-50. 


BUYERS LAB TESTS AND RATES OFFICE PRODUCTS. Office products consumers utilize 


testing methods of Buyers Lab to determine what products to buy. September, 1967, pages 
156-161. 


WHAT'S HAPPENING IN TYPEWRITERS. Government report discusses the growth trends in 
the typewriter market. October, 1967, pages 260-264. 


V - PRODUCT DATA 





A. Supplies 





VINYL SHEDS 'SUBSTITUTE' IMAGE, GAINS WIDER ACCEPTANCE. Vinyl fabrics 
institute tells how the most widely used upholstery material in office furniture is moving 
into a new stage of consumer acceptance. November, 1967, pages 160-161. 


B. Machines 





MACHINE SELLING: CURRENT STATUS AND TRENDS. Survey of machine dealers shows 
the latest trends, problems and solutions for those problems. July, 1967, pages 45-50. 


MACHINE DEALERS DISCUSS VITAL CHANGES. The machine dealer's image, promotion- 
al attitude and management ability are some of the points discussed in part two of a round- 
table discussion with leading southeastern dealers. August, 1967, pages 40-44. 


COPIERS AND WHAT YOU SHOULD KNOW. Extensive knowledge is required for dealers 
to cash in on the software end of this growing field. October, 1967, pages 246-258. 


WHAT'S HAPPENING IN TYPEWRITERS. Government report discusses the growth trends 
in the typewriter market. October, 1967, pages 260-264. 


60 YEARS OF SELLING TYPEWRITERS. A salesman who has spent 60 years selling 
typewriters reviews his experience in the field. October, 1967, page 268. 


KNOW-HOW SELLS MORE PORTABLES. Always a good Christmas gift item, portable 
typewriters can be even better for dealers who clearly understand the market. October, 
1967, pages 274-276. 
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Vi - OFFICE DESIGN 





CHICAGO BANK FEATURES NEW DESIGN CONCEPT. "Centriform" creates privacy 
and aesthetic value to work stations in Exchange National Bank of Chicago, a design 
concept employed by ISD, Inc., Chicago-based international interior design and 
specifying company. July, 1967, pages 92-94. 


DESIGN CHALLENGES COME IN ALL SHAPES. Brooklyn, N.Y. dealer solves the 


problem of outfitting a small office with awkward dimensions. September, 1967, pages 
174-175. 


GONE IS THE CIRCLE OF CONFUSION. The new offices of the Professional Photographers 
of American headquarters in Des Plaines, II|., use refined techniques to eliminate the 
"circle of confusion." October, 1967, pages 202-212. 


OFFICE LANDSCAPING IN AMERICA. The new concept of a wide-open, flexible type 
of office environment is utilized in the offices of the Research & Design Institute in 
Providence, R.|. October, 1967, pages 214-221. 


COMING THROUGH WHEN CLIENT WANTS THAT 'UNCLUTTERED' LOOK. Combating 


the effect of the "paper explosion" in the new offices of a publishing company. 
November, 1967, page 154. 


Vil - INDUSTRY SHOWS AND MEETINGS 





NSOEA DISTRICTS AND TRAVELERS CLUBS ELECT NEW OFFICERS. Photos of the 


new officers of various districts and travelers club. July, 1967, pages 90-91. 


CHICAGO PREPARES ROUSING WELCOME FOR NSOEA SHOW. A preview of 


preparations for the NSOEA's annual convention in Chicago. September, 1967, pages 
64-67. 


NOMDA CONVENTION: 'ONLY PLUSES TO REPORT'. A recap of events at the 42nd 
annual convention of the National Office Machine Dealers Association. September, 


1967, pages 68-70. 


NSOEA SETS THEME FOR '68: 'EMPHASIS: BETTER COMMUNICATION '. Participants 
in the District Leader's Conference in Washington, D.C. decide NSOEA theme. 
September, 1967, page 122. 


NSOEA NOW IS NOPA. The National Stationery & Office Equipment Association 
changes its name to National Office Products Association at annual convention in 


Chicago. October, 1967, pages 344-345. 


NOPA TACKLES PROBLEMS OF DEALERS. A recap of events at the Chicago NOPA 
convention. November, 1967, pages 58-64. 


PICTORIAL HIGHLIGHTS OF NOPA SHOW. Photographs of events at the NOPA 


convention in Cnicago. November, 1967, pages 70-71. 
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Vil - INDUSTRY SHOWS AND MEETINGS -cont'd 





GOING TO SAN FRANCISCO. NOPA Spring show and convention will be held in 
California. November, 1967, pages 74-75. 


VETERAN'S VIEW OF THE BIG ANNUAL SHOW. Publisher of Office Appliances 
magazine recalls past NSOEA Conventions. November, 1967, page 76. 


DESIGN EXPLORES THE INDIVIDUAL. Highlights of the IBD symposium held in Chicago 
during the NOPA convention. November, 1967, pages 83-96. 


IX - MISCELLANEOUS INDUSTRY NEWS 





TRADE-IN THEME WINS PENCIL WEEK'S CONTEST. The annual prom >tional competition 
sponsored by the Lead Pencil Manufacturers Association was won by a N.ilwaukee, Wisc. 
dealer who urged customers to trade-in old pencils. August, 1967, pages 84-85. 


‘CINCO DE MAYO' McDOWELL-CRAIG STYLE. Mexican theme marks the opening 


of company's steel office furniture showrooms in Norwalk, Calif. August, 1967, pages 


88-89. 


REVEALING VIEW OF NOMDA'S BOB WOLETZ. An interview with the new president 
of the National Office Machine Dealers Association. September, 1967, pages 70-79. 


REFLECTIONS ON THE DEATH OF A PRO. A tribute to William R. Kane, Sr., which 
describes the methods and attitude of a truly first rate traveler in the office supply 
business. October, 1967, pages 270-271. 


VODA, MARSHALL, JONAS HONORED BY NSOEA. Three new honorary members 
are named to NSOEA (now NOPA). October, 1967, page 345. 


KIMBRELL: THE MAN, HIS IDEAS AND GOALS... An interview with William G. Kimbrell, 
new NOPA president. November, 1967, pages 66-68 . 








